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“Is The Bull's Eye Credit Unton Crazy? 


In the President's Annual Report 
We have nothing to hide—the credit 
union belongs to you and it should 
function as you want it to. We have 
no ceiling on savings and we have 
tried to be very liberal in our loaning 
policy. We are open to any sugges- 
tions and criticism .. . 
' wish we could measure our worth 
by other means than our material 
progress. I would’ like to feel that 
perhaps we have become just a little 
bit endeared to each and every one of 
our members. It appears as though 
the membership is a little less hesitant 
about coming in with their problems. 
We must justify our existence and 
we can only do this by rendering a 
real service to all of our members... 
A lad came in the office one day 
and said: “I want to borrow some 
money; they told me ‘they treat you 
right here’.” That is the point I would 
like to make. Naturally we would 
crow! !!... but when you—the mem- 
bers—say things like that it is much 
more effective. 


The Delinquent Committee 
Reports 


It is a common opinion among some 
people that the average citizen is out 
to get what he can for himself regard- 
less of the rights or prerogatives of 
others. This opinion is not held by 
the management of “Bull’s Eye” and 
our figures prove that we have solid 
grounds for our contentions. 

Our way of giving service is to rely 
more upon the character and word of 
our borrowers than upon the security 
they have to offer and the legality of 
the deal. By this we do not mean 
that our heart is allowed to run away 
with our head; but rather, that we do 
our business with plenty of faith and 
understanding mixed with good sound 
common sense. 

And we are improving gradually too 
as we go along! Here are the figures 
to prove it! 

Out of the total money loaned since 
we received our charter in 1932 which 
is $1,125,670.45 we have suffered a net 
loss of $6,718.94. This is slightly less 
than six-tenths of one per cent. Last 
year it was about seven-tenths of one 
percent, thus showing a slight im- 
provement over last year. 

Another thing to notice is that the 
total percentage of delinquency last 
year at the time of the Bank Ex- 
aminer’s visit was 11.4 percent of the 
total outstanding loans. This year the 
percentage has fallen to 9.5; a drop 
of almost 2 per cent. These figures in- 
dicate a healthy financial condition of 
Bull’s Eye Credit Union and ought to 


give you all some idea of the success 
of its management. 


Publicity Committee Reports 

Share holdings increased by $114,- 
667. Two hundred ninety-three new 
members joined this year. Over $247,- 
000 put out in loans. 

You will note that the first three 
letters of this committee spell the 
words PEP. I am sorry to say that the 
committee was a little short on Pep 
this past year. We spent but $199.01 
which was used for Brice and 
“Jackpot” subscriptions, book- 
matches, pocket calendars, pamphlets 
and a few pennies were spent in news- 
paper advertising. 

The usual bulletin was issued each 
month and a limited quantity of 
posters were available. We are sorely 
in need of some competent help to 
assist this committee; any volunteers 
will be welcomed with open arms I 
assure you. 

Again this year we are indebted to 
RalpR “Bud” Johnson for the fine art 
work on our annual meeting cover. 

I would like to offer the following 
recommendation: 

1. That the credit union undertake 
a planned program of newspaper ad- 
vertising. 

2. That a definite amount of funds, 
say 5% of the earnings, be allocated 
to activities of the PEP committee. 

3. That we take our proper place 
in civic organizations and activities. 

4. That we give the entire Credit 
Union Movement a “Boost” by making 
a generous contribution to Filene 
Memorial which is scheduled for erec- 
tion in the near future. 

I hope we will take these items up 
under new business. While this report 
may have a pessimistic air about it 
your chairman will accept full respon- 
bility for the poor showing. I sin- 
cerely hope we can do better in 1948. 
—Lawrence Villeneuve, Chairman. 


Even Attends Extra Meetings 

“Bill” served a good number of 
years on the credit committee. He 
attended all board meetings and while 
he didn’t have a vote his opinions and 
suggestions were always eagerly re- 
ceived by the board. When you point 
with pride to your credit union please 
remember that Bill played an impor- 
tant part in its growth and develop- 
ment. 

How Does Business Add Up 

Share holdings increased by $114,- 
667 during 1947. Two hundred ninety- 
three new members joined this year. 
Over $247,000 was given to members 
in loans. 
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Cleveland Hosts to Cuna Meetings 


HE quarterly meetings of the 

Executive Committee, Cuna 

Mutual Board of Directors, and 
Cuna Supply Administrative Com- 
mittee were held in Cleveland, Ohio, 
February 12, 13 and 14. 


Thomas W. Doig Reports 

Five hundred fifty-five new credit 
unions were organized in 1947. The 
recession in December in organiza- 
tion effort for 1,000 new credit unions 
caused us to drop below last year’s 
record. We have organized 339 from 
May 1 to December 31 as compared 
with 350 the previous year. 

The Wisconsin Credit Union League, 
the University of Wisconsin and the 
Credit Union National Association will 
sponsor a four to six weeks’ credit 
union course in Milwaukee. The Uni- 
versity will furnish a classroom, two 
staff members and a circular announc- 
ing the class. The League and Cuna 
will furnish two staff members which 
will be attached to the University staff 
for the course. 

Cuna Mutual Insurance Society 
policy contract coverage increased $53 
million during the first 11 months of 
1947. The surplus increased $242,000 
for the same period, however most of 
this will be returned in dividends to 
the policyholders. There are 5,044 
credit unions holding contracts and 
4,037 individuals. Endorsements on the 
Life Savings contracts, which provides 
for immediate coverage, have been 
mailed. 

The Cuna Retirement Savings Fund 
has assets of $64,544 as of the end of 
1947 with $57,259 representing a direct 
liability to participating employees. 
The surplus on hand is $7,284. 

Cuna Insurance Research Division 
has added over a million in coverage 
volume since the last quarterly report 
and totals $21,189,400. The present cov- 
erage is 17% greater than on February 
28, 1947 (the fiscal year ending). 

Cuna Supply sales for 1947 were 
$141,889 as compared with $118,040 in 
1946 and $67,542 in 1945. The net sav- 
ings for 1947 was $10,600 as compared 
with $14,059 for 1946, and $5,604 in 
1945. A new large Multigraph Dupli- 
cator has just been delivered and in- 
stalled, and the delivery of a small 
model Multigraph Duplicator has just 
been received. Supplies have been 
shipped to the Canadian branch at 
’ Hamilton, Ontario. 

Arrangements for the National 
Board meeting, and the membership 
meetings for Cuna Supply Cooperative 
and Cuna Mutual Insurance Society 
have been made at the Loraine Hotel 
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in Madison for May 14, 15, and 16. 


The Executive Committee 

1. Voted to change the subscription 
price of THe Brince to $1.50 effective 
May 1, 1948, and to charge 10c per 
copy for membership issues of Bripce. 

2. Selected the name, THe Brince, 
for our national credit union publi- 
cation. 

3. Voted to submit the plans of 
Filene Memorial Building committee 
to the National Board at its next 
meeting. 

4. Adopted a Trust Agreement 
covering the Cuna Retirement Savings 
Fund to relieve the trustees of indi- 
vidual responsibility for the money 
involved. 

5. Limited the number of trustees 
for the Cuna Retirement Savings Fund 
that are beneficiaries to two. 

6. Voted to recommend to the Na- 
tional Board a pension of $2,500 per 
year for Roy F. Bergengren. 

7. Voted to recommend amend- 
ments to change the representation of 
the National Board to one delegate for 
the first 50,000 members on which 
dues are paid, and a maximum of two 
delegates. 


Cuna Mutual 

1. Selected Russell Cossey as an 
additional agent in California, and 
Rodney MacMullin as agent in Nova 
Scotia. 

2. Voted to recommend to the Gen- 
eral Election meeting of Policyholders 
(for discussion only) that we revert 
to the use of the mail ballot in the 
election of directors, and the amend- 
ments of the Articles of Incorporation 
and By-laws, and that state leagues 
be asked to hold Cuna Mutual Insur- 
ance Society educational meetings 
each year. 

3. Nominated Edward L. Shanney, 
John L. Moore, William W. Pratt, and 
Gurden P. Farr to succeed themselves 
as Directors. 

4. Appointed as Inspectors of Elec- 
tion Joseph Moore of Pennsylvania, 
C. E. Murphy of California, and Her- 
bert Vetter of Iowa; and as alternates, 
M. F. Gregory of Illinois, Boris Blu- 
menthal of Maine, and W. L. Vanden- 
burgh of Kentucky. 

5. Adopted the revised Single Pre- 
mium Decreasing Term contract to be 
written in terms of 5, 10, 15, and 20 
with coverage decreasing annually. 
(This contract has been approved by 
the Insurance departments.) 

6. Adopted a new Annual Premium 
Mortgage Redemption contract for 
terms of 5, 10, 15, 20 or 25 years sub- 


ject however to the approval of the 
insurance departments. 

7. Authorized another $100,000 be 
made available to management for the 
processing of additional home mort- 
gage loans. 

8. Authorized the purchase of $20,- 
000 in Canadian securities to be de- 
posited with the Receiver General of 
Canada. 


Cuna Supply 

1. The appointment of W. S. Bur- 
chanan as assistant manager was 
announced. 

2. Voted to recommend an amend- 
ment to permit the offices of secretary 
and treasurer to be held by one 
person. 

3. Authorized the hiring of an addi- 
tional girl in the office when needed. 

4. Voted to implement publication 
materials being developed with a 
direct mail promotion campaign. 


Cleveland Progressive 

The Cleveland Chapter of Credit 
Unions and the Ohio Credit Union 
League provided a warm welcome to 
the Cuna administrative bodies. Social 
functions were arranged to give the 
Ohio credit union people an oppor- 
tunity to meet and visit our national 
representatives. The active credit 
union interest in Cleveland was evi- 
dent from the many members who 
attended the social and business ses- 
sions. 

There are 189 credit unions in the 
Cleveland area with about 89,000 
members. The Cleveland leaders 
boast of having nearly every type of 
credit union. Some are Protestant, 
Catholic, government, transportation, 
retail, factory, white, colored, min- 
isters, housing projects, banks, unions, 
professional, fraternal, and research 
organizations. 

Cleveland is the home of Claude 
Clarke, a past president of the Credit 
Union National Association and for- 
merly counsel for Cuna Mutual Insur- 
ance Society. 

The Cleveland area has a strong and 
vital Chapter Service Committee pro- 
gram. In 1936 Rolland Kinch, a national 
director from Ohio, believed they 
could improve credit union operations 
particularly among the weaker organ- 
izations. At a dinner for 12 leaders, a 
plan for study and work was formed 
and credit unions were assigned to 
leaders who had the job to get them 
going. After a six weeks’ experiment, 
it was agreed to double the size of 
the Chapter Service Committee to 24. 

(Continued on page 7) 
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NODA Membership Drive Succeeds 


HIS is a story of how the mem- 
! bership of our credit union—and 
the scope of its services—was 
increased by efforts of the members 
themselves. We are enthusiastic about 
our program and its results and want 
to tell about it in the thought that 
perhaps other credit unions can use 
something similar to good advantage. 
Our story should be especially inter- 
esting to those credit union people 
who feel that an informed and active 
membership is essential to the success 
and further growth of the movement. 
The NODA Federal Credit Union, 
New Orleans, Louisiana, is a com- 
paratively new one. We were organ- 
ized in May, 1941. While our progress 
has been gradual and there has never 
been a backward dip, the rate of prog- 
ress decreased during the war. There 
were, of course, good reasons for this, 
but we always tried to make it a policy 
of expanding regardless of conditions; 
in fact, the war period presented spe- 
cial opportunities for service and we 
did our best to meet the challenge. 
Even with this constant growth, we 
have never felt that the credit union 
was doing a complete job. After all, 
up until but a few weeks ago our 
membership was 467, which isn’t too 
good when compared with our poten- 
tial membership of 950. We felt that 
some organized program should be 
put into effect so as to bring the won- 
derful advantages which every credit 
union offers to a greater number of 
our membership group. Our thought 
was that the members should actively 
participate in such a program. Special 
emphasis, therefore, was to be given 
to inform our members and make 
them active “salesmen” for the credit 
union. We started to discuss ways and 
means of accomplishing this desirable 
but at the time seemingly difficult goal. 


Starts With an Idea 


Homer C. Thomason, our President, 
came up with an idea which, as will 
be illustrated later, paid enormous 
dividends. He proposed a membership 
contest in which interested members 
would compete and receive credit for 
new members brought in, and, as a 
sideline, automobile insurance sold. 
This idea was not very enthusiastically 
received at first, but Thomason was so 
imbued with the idea of allowing the 
members to take an active part in the 
program in this manner that he sold 
the board on his idea. Incidentally, he 
did a swell selling job in talking about 


4 What do we live for, if it is not to make life less difficult to each other?—George Eliot 


By Terry Turner 


the proposed contest to interested 
members and in later holding “pep” 
meetings, personally contacting the 
contestants and issuing weekly bulle- 
tins on the progress of the contest. 

Our membership group consists of 
all local agencies of the U. S. Depart- 
ment of Agriculture. The various 
agencies are scattered throughout the 
city and we have a board member 
representing each such agency. As a 
part of our program, each board mem- 
ber was delegated to contact people in 
his group and select individuals will- 
ing to participate in the membership 
contest. The selection was so worked 
out that each contestant would have 
a minimum potential field of 30 of the 
total non-members in his group. In 
other words, in an office of 90 em- 
ployees there would be selected three 
contestants. In this way, it was pos- 
sible for many members to compete. 

The rules of the contest were sim- 
ple. The awards were two $25.00 sav- 
ings bonds, with the stipulation that 
contestants in no one agency could 
win both bonds. For each $10.00 (in 
premiums) of automobile insurance 
he sold he was allowed 2 points. For 
a contestant to receive credit, the new 
members must deposit at least $5.00 
(one share). 


Preliminary to the contest, those 
who were to participate took part in 
special discussions with the board 
members in which aims of the credit 
union movement in general and the 
contest in particular were brought out. 
These discussions proved very valu- 
able, as they produced several credit 
union boosters, who heretofore had 
not perhaps fully appreciated the fight 
credit unions are making against 
usury. This was later proved during 
the course of the contest, when it be- 
came evident that the main incentive 
for the contestants was not the prize 
being offered, but a missionary-like 
zeal to want to bring more and more 
folks into the position of enjoying the 
advantages of credit union member- 
ship. 


Also Shares Increased 52% 


The contest was well received. 
There was a spirit of friendly rivalry 
among the contestants. Some of them 
prepared special literature and bul- 
letins, and one lady offered a prize of 
her own to the person bringing her 
the most prospects for membership. 
Everyone enjoyed the contest. 


The contestants did a wonderful job. 





As a direct result of their efforts, our 
share account increased by $13,214.15 
from $25,698.58 to $39,022.70 during 
the period February 3 through March 
21, 1947, when the contest was in prog- 
ress. This was a 52% rise, or a greater 
increase than occurred during the pre- 
ceding 3 years. Our membership in- 
creased by 288, rising from 467 at 
January 31 to 755 at March 21. This 
is a 62% increase, or greater than that 
enjoyed during any 3 year period 
following the year of organization. In- 
creased membership, of course, in- 
creases the field for service, and our 
loan volume is also gaining substan- 
tially. It might be said then, that 
through this contest our credit union 
accomplished more in the space of less 
than two months than had been ac- 
complished during the preceding three 
years. 

The winner was Miss Mary A. Bar- 
rett of the Commodity Credit Cor- 
poration, with runner-up honors go- 
ing to Mr. Henry Clements of the 
Southern Regional Research Labora- 
tory. Both did a splendid job in bring- 
ing the credit union to more of our 
membership group. They had to, to 
outdistance the other contestants all 
of whom worked very hard. 

With the contest over, we are plan- 
ning a continuing and what we hope 
will be an effective advertising cam- 
paign which will increase our mem- 
bership still further. As Homer Thom- 
ason put it, in addressing the recent 
Louisiana State League meeting, “We 
will never be satisfied until at least 
95% of our membership group become 
active credit union members.” 


BRIDGE 





























ANUARY, a fresh, clean month 

beginning a bright new year has 

disappeared into the archives. It 

produced 37 new credit unions lo- 
cated in 21 states and provinces. It 
produced also a grim warning that 
organization effort must be increased, 
for the same month last year recorded 
52 new credit unions. Thus we start 
the year with a deficit of 15 compared 
to 1947. Pennsylvania with 6, On- 
tario with 4, California, New York and 
Kentucky with 3 each were leaders 
for January 1948 and, naturally, for 
the calendar year-to-date. 


1000 New Credit Union Drive 

Progress of the 1000 New Credit 
Union Drive (May 1, 1947 to April 30, 
1948) likewise suffered a_ setback. 
Total to the end of January 1948 shows 
374, as compared with 402 for the 
same period of the previous drive. 
Special attention must be given to 
organization if we hope to reach our 
goal. It can yet be done, but only if 
we all do our part now. Sixteen 
leagues have achieved 60% or more 
of their assigned quota as follows: 


Credit Unions Percent 


Organized of Quota 
Ee 1 100 
Newioundland .... 1 100 
Philippine Islands.. 1 100 
eee 9 90 
North Carolina ....16 80 
RE ee 28 80 
Pennsylvania ...... 28 80 
Tennessee ......... 8 80 
Manitoba ......... 9 75 
Florida ........... 11 73 
Ere 7 70 
Louisiana ......... 7 70 
California ......... 28 67 
Mississippi ........ 2 67 
South Dakota ..... 2 67 
We Ksaneciees 6 60 


The Southern District continues to 
be the leader with 55% of its quota 
accomplished. The Eastern District 
follows closely with 49%. Totals and 
quotas of districts and leagues, with 
league quotas shown in parentheses, 
are as follows:° 


CANADIAN DISTRICT 
Quota 150; 55 organized, or 37 percent 
of quota. 
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More Contact—More Talk 
—More Organization 


By W. B. Tenney 


Assistant Director of Organization 


Alberta (16) 6; British Columbia 
(20) 2; Manitoba (12) 9; New Bruns- 
wick (5) 1; Newfoundland (0) 1; 
Nova Scotia (30) 1; Ontario (35) 28; 
Prince Edward Island (5) 0; Quebec 
(5) 1; Saskatchewan (22) 6. 


NORTHEASTERN DISTRICT 
Quota 125; 35 organized, or 28 percent 
of quota. 

Connecticut (30) 14; Maine (10) 0; 
Massachusetts (20) 4; New Hampshire 
(5) 0; New York (35) 14; Rhode 
Island (15) 0; Vermont (10) 3. 


EASTERN DISTRICT 


Quota 150; 73 organized, or 49 percent 
of quota. 

Delaware (5) 0; District of Colum- 
bia (15) 8; Maryland (15) 3; New Jer- 
sey (25) 8; Ohio (30) 16; Pennsyl- 
vania (35) 28; Virginia (15) 9; West 
Virginia (10) 1. 


CENTRAL DISTRICT 
Quota 150; 51 organized, or 33 percent 
of quota. 
Illinois (50) 17; Indiana (25) 7; 
Michigan (35) 16; Wisconsin (40) 11. 


MIDWESTERN DISTRICT 


Quota 150; 27 organized, or 18 percent 
of quota. 


Iowa (27) 5; Kansas (17) 8; Minre- 
sota (35) 5; Missouri (52) 5; Nebraska 
(13) 1; North Dakota (3) 1; South 
Dakota (3) 2. 


SOUTHERN DISTRICT 


Quota 150; 83 organized, or 55 percent 
of quota. 


Alabama (10) 2; Arkansas (3) 0; 
British South America (6) 0; British 
West Indies (4) 0; Canal Zone (1) 0; 
Florida (15) 11; Georgia (10) 7; Ken- 
tucky (10) 9; Louisiana (10) 7; Mis- 
sissippi (3) 2; North Carolina (20) 
16; Oklahoma (10) 2; Puerto Rico 
(10) 4; South Carolina (3) 1; Tennes- 
see (10) 8; Texas (25) 14. 


WESTERN DISTRICT 


Quota 125; 48 organized, or 38 percent 
of quota. 


Arizona (2) 1; California (42) 28; 
Colorado (13) 5; Hawaii (11) 4; Idaho 
(3) 0; Montana (7) 2; Nevada (1) 1; 
New Mexico (3) 1; Oregon (10) 2; 
Utah (5) 1; Washington (26) 2; Phil- 
ippine Islands (0) 1; Wyoming (2) 0. 


Volunteer Organizers’ Contest 


Twelve persons have entered the 
Volunteer Organizers’ Contest which 
closes on February 29, 1948. Their 
combined efforts have, to the end of 
January, resulted in 25 new credit 
unions. This is both the greatest num- 
ber of persons and the most new credit 
unions involved in the contest since it 
started in 1942. Most recent entrant is 
Frank Keinz of Utica, New York, who 
reports 2 new credit unions. While 
this is not likely to win the prize in 
the current contest, he indicates fur- 
ther activity that will give him a good 
start in the contest running from 
March 1, 1948 to February 28, 1949. 
Now is the time to enter your name 
in this new contest and to plan activity 
for the next few months that will place 
you high on the list. 

Names and standings of entrants in 


. the 1947 contest are as follows: 


Ss a cis deme 6 
Ol, en a dw a p open 3 
CC, Ba BE, Wiis ccc ccswnnccs 3 
Mildred Boyd, Calif................ 2 
cc kicu eh ttiagealees 2 
Oe SEC TOT TC TET 2 
i; ME rks eked ee cas 2 
iA fe ee ere ee 2 
J. L. Bammerlin, Ariz............. 1 
G. M. Mortenson, B.C............. 1 
Ph eS 1 
2 er eS. eee 0 


Any volunteer organizer can enter 
the contest. The 1948 contest runs from 
March 1, 1948 to February 28, 1949. 
Follow these simple rules: 


1. Write a letter to Mr. T. W. Doig, 
Credit Union National Association, 
Madison 1, Wisconsin stating your in- 
tention to enter the contest. 

2. Soon after the organization of 
each credit union, advise Mr. Doig of 
that fact. 

3. On or before March 31, 1949 send 
Mr. Doig a complete list of the credit 
unions you have organized during the 
contest period. 

The prize, a $100 savings bond, is 
awarded to the individual who organ- 
izes the greatest number of credit 
unions per thousand of population of 
the state or province wherein the or- 


(Continued on page 22) 
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This Thing Called Ethics 


(This article might well have been 
called “How to Work Together and 
Have a Glorious Time Doing It”) 


HERE IS a well known saying, 

i “Fine feathers do not make fine 

birds” and some wag has added 
“but they help.” One might para- 
phrase that saying and its addendum 
like this: “Fine manners do not make 
fine business ethics, but they help.” 
The whole subject of ethics as applied 
to business and professional offices is 
a very broad one and many volumes 
could be written about it without ex- 
hausting the subject. This very brief 
dissertation is directed to the very 
young in business and if some older 
and more experienced readers find 
themselves with bloody heads after 
reading it, the owners will doubtless 
nurse their wounds in secrecy and do 
nothing about it. 

This is not written from the view- 
point and from the experience of a 
psychiatrist, a sociologist, a vocational 
advisor, an economist nor an em- 
ployer-employee relations expert. The 
writer is none of those things. These 
are the simple observations of one 
who has been through the mill, has 
seen employees come and go, rise and 
fall and whose enviable privilege it 
has been to train many young people 
and to set them on the right roads 
in their business careers. 

Much of the trouble in personal re- 
lations in business and commercial 
offices arises from the bad manners of 
the employees and usually can be 
cured by the use of good ones. Good 
manners should not be checked in the 
locker room with one’s coat, hat, 
umbrella and galoshes. They are 
needed all day and every day. 

The standards and tone of an office 
are set by those holding supervisory 
positions. Training of young em- 
ployees by them should include such 
things as the value of kindness and 
cooperation as well as the correct 
manner of receiving visitors and an- 
swering the telephone. Unfortunately, 
too little emphasis is given to this 
important phase of development of 
beginners. Unfortunately, far too 
many supervisors are not qualified to 
teach it, either by example or by 
precept. Too many do not appreciate 
that there are qualifications of equal 
importance with technical skill and 





Ellen Libby Eastman is a certified public 
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too many others become poisoned 
with power and authority, however 
little, goes to their heads. 

A newcomer in business lacking this 
specific training and guidance, can get 
along very well by observing the 
simple rules of good behavior. Those 
things which one learned in social 
etiquette, which are simply expansions 
of the golden rule, will help solve 
nearly all of the problems which one 
is likely to encounter. It is not meant 
that one must become meek to the 
point of letting injustice prevail. 
Meekness is a good quality to possess 
and sometimes it is wise to offer “the 
other cheek.” However, if one is 
smart, he will not find himself a sec- 
ond time within reach of the cheek- 
slapping hand. 

Some of the troublesome and 
trouble-making things in an office 
stem from concentration on the idea 
of “getting ahead.” If questioned, no 
one seems to know whom he must 
get ahead of nor seems to know where 
“ahead” is. A person can become so 
obsessed with this idea that he works 
his own destruction. His whole em- 
phasis is in getting somewhere else 
rather than in doing a good job where 
he is. He does not recognize that he 
must develop himself and his talents 
and skills beyond those required for 
his present tasks before he is qualified 
to go on to more difficult and responsi- 
ble ones. He substitutes intrigue and 
apple-polishing for ability, and soon 
begins to retrograde instead of pro- 
gress. Often the result is self-pity 
and surliness and eventual loss of 
rank, if not of his job. 

Closely allied to the one who must 














When we build, let us think that we 
build forever. Let it not be for pres- 
ent delight, nor for present use alone; 
let it be such work as our descend- 
ants will thank us for, and let us 
think, as we lay stone on stone, that 
a time is to come when those stones 
will be held sacred because our hands 
have touched them, and that men will 
say as they look upon the labor and 
wrought substance of them, “See! 
this our fathers did for us.” 











get ahead at any cost and in any man- 
ner is the person who has an exalted 
opinion of his own importance. He 
dramatizes himself and his job. He 
tries to keep anyone else from know- 
ing any of the procedures of doing 
it so that he may become indis- 
pensable. Soon he feels superior to 
his job, his fellows and even his boss. 
He can’t sharpen his pencils or work 
in an emergency because “it isn’t my 
job” or “I was not hired for a porter.” 
The psychiatrists doubtless have a 
name for that state of mind. There 
are many so-called humble tasks, 
which one may do cheerfully, if he 
remembers that all labor of man is 
dignified only if one brings dignity 


to it. If you perform your work as’ 


well as your ability permits, do a 
little more than is required, help 
others as help is needed, you will ad- 
vance in your business career without 
any objective striving for advance- 
ment. Genuine ambition and its con- 
comitant, hard work, are too rare to 
fail of observation and recognition. In 
doing this, one does not need to be 
imposed upon b§ his fellow staff mem- 
bers. There is a good, clean, wide, 
middle*road. Find it and travel it. 


At this point, it may be well to 
mention the employee who never 
takes the blame for his own errors. 
There are many like this. It does not 
matter to him who else is hurt as long 
as his record is clean. If you make 
an error, trivial or serious, be the first 
to report it to your superior, apologize 
for it and, if an explanation seems in 
order, explain. Usually explanations 
are not necessary because a good 
supervisor has made all of the mis- 
takes in the book before he became 
qualified to hold his position and he 
knows all the reasons for them. Above 
all, do not let your explanation be- 
come long and involved and result 
in an appearance of self-defense. 
This simple procedure can result in 
enhancing the respect of your super- 
visor for you or quite the reverse, de- 
pending upon the honesty, simplicity 
and dignity which you bring to the 
conference. 

Fear and uncertainty can be trouble 
breeders which, if permitted to exist, 
will injure not only one’s self and 
his possibilities but hurt others as well. 
Fear of losing one’s job and fear of 
being passed over in promotions are 
the two most destructive fears in any 


qescuntent in Now York City JOHN RUSKIN office. Neither need exist. If you 
* have the qualifications required for 
6 Life is a play! ’Tis not its length, but its performance that counts.—Seneca BRIDGE 




















your work and you can work coop- 
eratively with a staff, you need have 
no fear of losing your job. If you 
find that you do not have the right 
qualifications, leave and find a posi- 
tion in which you can use those which 
you have. If any one working with 
you can do your job better than you 
can, he should have it and you should 
do all in your power to help him get it. 
That sounds very highly idealistic, but 
what happens to you as an individual 
and to your personal character is of 
greater importance than any job which 
has ever yet been created. Anything 
which strengthens your moral char- 
acter builds for you the equipment 
which eventually will help you win 
the race. If you see others advanc- 
ing while you stand still, do not be 
disgruntled. Examine yourself honest- 
ly. Have you developed yourself to 
your fullest capabilities? Have you 
worked hard or just appeared to? 
Have you been too lazy to devote 
some of your time after working hours 
to study for improvement? The an- 
swers may not please you but you can 
learn from them, if you will. 
Another bad trouble-maker is gos- 
sip, be it idle or malicious. It should 
not be necessary to have to talk about 
the evils of gossip whether in an office 
or in one’s personal life. Nevertheless, 
it is always with us. It need not be 
defined because everyone knows what 
is meant by the term and, at some 
time or other, everyone has suffered 
from it. Unless one speaks an occa- 
sional word of commendation, he 
should not discuss his employers. It is 
assumed that one has respect for them; 
otherwise, he would not be working 
for them and accepting their money 
for such work. Their personal lives 
are their own and one should have 
no interest in them, certainly not an 
interest which becomes prying. As to 
one’s fellow workers, personal affairs 
should not become confused with 
business matters. Gossip regrettably 
does exist in most places of business 
and in many the grapevine has been 
allowed to grow to unmanageable size. 
One can be the end of a branch or a 
tendril to keep it growing, just as he 
chooses. There is no time at which 
one needs to remember the golden rule 
more clearly than when one is on the 
receiving end of a good story. If you 
listen to stories about others, you must 
expect others to listen to stories about 
you. If you fail to manifest interest 
and to repeat, the tale bearers will 
soon stop bothering you. They always 
like to swap yarns and above all like 
appreciation for the choice items they 
have been able to gather, surmise or 
manufacture. You can be an example 
for good or a means of perpetuating 
evil. The choice is up to you. The 


cure is in a trite word but a very good 
one when used in its true meaning. 
It is loyalty; loyalty to one’s self, one’s 
employers and to one’s co-workers. 

You may think that an office staff 
following these principles is impossible 
of attainment. It is not; there has 
been, there is and there will be such 
offices. The responsibility for their 
existence is first of all upon the em- 
ployer. If he wishes that kind of staff, 
he will have it. If he is wise, he 
knows that it will be efficient, loyal 
and less expensive, regardless of 
salaries paid. The cost of turn-over 
and the resulting cost of training new 
employees is greater than the higher 
salaries paid to maintain a good, quali- 
fied, co-operative and loyal staff. He 
will get it by selecting for such super- 
visory position one who possesses not 
only technical skill and experience 
but who has as well in a high degree, 
the qualities to which reference has 
been made and who has a genuine 
interest in each individual under his 
direction. The standards are set at 
the top and are reflected all the way 
down the line. 

The course of a business career is 
like a journey on a lang and winding 
highway. One will come upon ob- 
stacles through which he must make 
his way with great care, others around 
which it is good judgment to detour. 
But if one keeps to the highway and 
travels it without injury to any person 
or to his property, he will reach the 
end of the journey safely and success- 
fully and he will have had a glorious 
time on the way. 


Prizes Awarded 


In Bridge Name Contest 
Tue Brince is the name selected by the 
Executive Committee. 

The awards were made, however, 
on the decisions of the contest judges. 
The winning name was Credit Union 
News, the second prize selection was 
Credit Union Builder, and the third 
prize name was Credit Union Review. 

There were eight first prize win- 





COVER PICTURE 


Homer C. Thomason, president of the 
Noda Federal Credit Union is award- 
ing a $25 United States Savings Bond 
to Miss Mary A. Barrett, the winner 
of the new member contest. The 
awards were made at the annual 
meeting of the Louisiana Credit Union 
League with the League guest, Claude 
R. Orchard, Special Assistant to the 
Board of Directors of the F.D.I.C., ob- 
serving. The article on this page by 
Mr. Turner tells about the drive. The 
picture was taken by John Rodman, 
a member of the credit union. 








ners, F. H. Reis from Florida, James 
Harvey from Michigan, Alfred A. 
Forte from New York, L. Wm. Nash 
from Wisconsin, J. J. Bormida from 
Maryland, H. G. Bierley from Mis- 
souri, and Helmi Lake from Minne- 
sota. The second prize was awarded to 
Joseph Amb from North Dakota. The 
third prize winners were E. E. Trow- 
bridge from Washington and F. R. 
James from New York. 


CUNA Meetings 


(Continued from page 3) 
The members of the committee sat 
with the credit committees as they 
handled the loans, and with the board 
of directors of the assigned credit 
unions at their meetings. 

In the instance of a defalcation, 
several members of the Chapter Serv- 
ice Committee were assigned to get 
the books in order. They found the 
officers wanted to liquidate the credit 
union, but with the books put in 
order, a new treasurer trained, and 
counsel on proper bonding, operating 
policies—the credit became active and 
its officers interested. One member of 
the committee told me that he has 
organized 14 credit unions during the 
past 12 years that he has been associ- 
ated with the movement, which is a 
little better than one each year. 





1947 Bound Volume 
of THE BRIDGE 


A Reference Guide for 
policy making, program plan- 
ning, and publicity copy with 
637 indexed titles. 

An Outstanding Aid for 
leagues, progressive credit 
unions, and credit union lead- 


ers 
Price $3.50 
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$1.50 Effective May 1 
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Invest in Ideas 
Help Build the Future 


It is important to send THE 
BRIDGE to the home of every direc 
tor, committeeman, prospective lead- 
er, and active member. 

Under your program of ‘Expense 
Policies for Progress'’ vote for the 
use of THE BRIDGE. 


THE BRIDGE 
P. O. Box 431 
Madison |, Wis 
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Here are new and tried publicity 
ideas. Ideas in the mind of the mem- 
ber is the first step to his participation 
in the credit union. “Credit union 
know-how” will lead him to more op- 
portunity and happiness. 


BRIDGE suggests: 


1. that you mark and use the ideas 
which attract you. 


2. that you adapt them to conversa- 
tion, pay inserts, circulars, blotters. 
posters, and house organs. 

3. that illustrations be reproduced 
by tracing, photo-offset, or photo en- 
graving. 

4. that mats of Idea Exchange 
Features may be purchased for 30c 
each from Brince for printing uses. 
(See below). 


5. that each release contain full di- 
rections as to where and when credit 
union service is available. 

Please send copies of all your pub- 
licity material to Bripce. Your par- 
ticipation in the Idea Exchange is 
helpful to other credit unions and sin- 
cerely appreciated. 


Mats Available 


Mats, from which cuts for reproduc- 
tion may be economically made, are 
available for Idea Exchange features 
when so indicated beneath the feature. 
These cost 30 cents each. Orders 
should be sent, and checks made pay- 
able, to Brince, Madison 1, Wisconsin. 
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I've Got A Long Memory 


Nd amount of prosperity can make 
me forget there’s such a thing as lean 
years. I’m guarding against them and 
doing the smartest thing for the pres- 
ent, too, when I continue building up 
my savings account. 

All in all I guess I've had one of my 
best years. Earning more money, I 
figure it’s a good chance to save more. 

If in later years my income falls off, 
my backlog of savings is going to come 
in mighty handy, or when I quit work 
there'll be funds to do the things I’ve 
always wanted to do. 


a Not only strike while the iron is hot, but make it hot by striking—Cromwell 


My credit union is my bank and I 
am sincerely happy that its convenient 
facilities are available tec me and my 
co-workers.—CrepiIt Union’ NEws, 
Tropical Telco Federal Credit Union. 





Now, | had just paid down 
on a refrigerator, and then on some 
rugs and | got a toothache, and do 
you know—the credit union helped 
me out. It sure is a good idea to 
know the treasurer and see him 
regular to put some cash on savings 
or a loan. 


(Mats available. See column 1) 
—1.e.— 


Words of Wisdom 


If you pick apples too soon, they are 
green, and if you leave them too long 
they rot. The same applies to oppor- 
tunities. 

If you are not a credit union mem- 
ber you certainly are missing many 
opportunities. 

Over 1800 Telephone Company em- 
ployees are now members of our 
credit union and are receiving the 
benefits of the following facilities: 

1.—New liberal loan policy—mem- 
bers can now borrow up to $300.00 on 
their own signature and up to three 
times their monthly salary with the 
signature of their spouse or one co- 
maker. 

2.—Low Cost loan service. 

3.—Sudden service on loans. 

4—Payroll deduction for savings 
and loan repayments. 

5.—Free notary service. 

6.—Loan Insurance. 


Exchange 


7.—Joint Accounts or Trustee Ac- 
counts. 

8.—Assistance in the preparation of 
Income Tax Returns. 

9.—Advice and assistance in prepar- 
ing your will. 

10.—Paying agent for U. S. War 
Bonds.—Crepit Union News, Tropical 
Telco Federal Credit Union. 


—1.e.— 


Home of Friendly Service 


There’s a wonderful little office 

Tho’ it’s only two by two, 

That brings pleasure to so many 

For they know just what to do. 

Now after every pay day 

When they have a little dough, 

They take some to that office 

And leave it there to grow. 

Sometimes they need some cash 

THEY do not stand and moan, 

They go up to that office 

And take a little loan. 

It’s a low cost friendly service 

And I’m sure you will agree, 

That OUR CREDIT UNION OFFICE 
is 

The HOME OF COURTESY.—Tue 
Eye OPENER 





Sure! Borrow Some Cash 
from your credit union to buy a 
spade; to dig a garden; (to turn up 
some worms); to raise some vege- 
tables; to sell for money; to pay 
debts and save; to buy a home; and 
to see what a swell family you con 
raise— : 

Know your credit union treasurer 
and see him regularly. 


(Mats available. See column 1) 
BRIDGE 
































| Am Delighted! 


Most of the employees surely work 
together; they pool their savings in 
the credit union; they have good 
ideas; they lend each other benefi- 
cially; and they can help themselves. 

Regular savings and constructive 
uses of credit certainly helps to get 
ahead. 


(Mats available. See page 8) 
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Here’s Our Story 
The Warner Gear Employee’s Fed- 
eral Credit Union is one of the finest 
service organizations here at Warner 
Gear. It was founded in 1935. It is 
employee owned and operated. The 
company provides office space only. 


Any employee of Warner Gear or 
any or all members of his or her im- 
mediate family may become members 
by the purchase of shares. 


The credit union is both a savings 
and loan organization. There is a 25c 
entrance fee on savings accounts. 
Dividends on savings vary from 142% 
to 6%. Current conditions govern the 
amount of dividends. The member- 
ship votes the dividends. Share hold- 
ers have one vote only regardless of 
the number of shares they own. 

To be able to borrow money an 
employee must be a share holder. 
Loans over the above amounts can be 
obtained three ways. 

1. With your signature. 

2. Chattle mortgage on automobiles 
or otherwise. 

3. With shares, savings or comakers 
as security. 

Interest on loans is 1% per month on 
the unpaid balance. 

Directors are elected yearly and are 
for two year terms. The treasurer is 
the only officer who is paid a salary 
and this is a very nominal one. Mem- 
bers of the board of directors can bor- 
row money only up to the amount of 
their savings. 

The credit union operates under a 
charter granted by the Federal De- 
posit and Insurance Corporation which 
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makes a yearly audit of the credit 
union. 

At the present time the credit union 
has over $115,000 invested in Govern- 
ment bonds. The interest on these 
bonds pays all expenses of the union. 

There are between 1,100 and. 1,200 
employees and members of their fam- 
ilies who are members and sharehold- 
ers. 

The credit union office adjoins the 
main entrance lobby at Plant No. 1. 
Office hours are from 7:30 a.m. to 1:00 
p.m. and 2:30 p.m. to 5:00 p:m., Mon- 
day through Friday.—Revised from 
Warner Gear Employee’s Federal 
Credit Union. 

@ The more the habit of Thrift is 
practiced, the easier it becomes, and 
the sooner it compensates.—S. Smile. 





One Chance You Should Never 
Take 


We're not lecturing on gambling— 
we're talking about taking a chance in 
the sense of neglecting a very impor- 
tant duty you owe to yourself and 
your family. 

What is it? It’s your savings ac- 
count. The debt you owe to yourself, 
first, before spending what you have 
left. 

You owe this much to yourself and 
your family because no one else can 
or will do this for you, and remember, 
too, the more you are worth finan- 
cially at the end of each year rep- 
resents the value of your efforts dur- 
ing the year.—from the Tropical Telco 
Federal Credit Union, Miami, Florida, 
Crepit UNION News. 
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The membership drive posters above designed by Roy J. Butler were used by the Carter 


Credit Union in St. Louis, Missouri. 
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How Do | Look? 


My! some hat! With this coop- 
erative spirit of the credit union | 
am free to stick my neck out, to 
dress up a bit and do things. This 
regular savings of small sums really 
is somethin’. The treasurer is a 
mighty swell fellow to know. 


(Mats available—see page 8) 


—1.e.— 


Cc. W. Cc. U. 
(CaNnapDA WorkKS CrepitT: UNION) 

If you want to save your money 
In case of a rainy day, 
To get the winter’s fuel in 
Or to send your wife away. 
Why your problem’s simple 
I'll tell you what to do, 
Make out an application, and 
Join C. W. C. U. 
If you are a member 
And funds are getting low, 
And you want to borrow 
But don’t know where to go, 
Why your problem’s simple 
I'll tell you what to do, 
Apply for a low cost loan, from 


The C. W. C. U. 


If you want Insurance 
On your home, yourself or wife, 
(They say that opportunity 
Only knocks once during life) 
Why your problem’s simple 
I'll tell you what to do. 
Take it out with CUNA 
Through C. W. C. U. 
—1.e.— 
Why You Should Borrow 
From Your Credit Union 

One—lIt is better for you because it 
costs you less than to borrow else- 
where. Let us show you, no service 
charge. ' 

Two—yYour loan is insured by the 
Credit Union at no additional cost to 
you, so that in case of your death, the 
loan is cancelled and automatically 
wiped out. It is paid. 

TurREE—In case of emergency or 
dificulty, you are given opportunity 
to defer payments, or renew the loan 
without any service charges. 

Four—Loans may be made, up to 
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$200.00, without endorser, if applicant 
has a good credit rating. On automo- 
biles, in most cases, the car is suffi- 
cient collateral. The same applies on 
household appliances. 

Five—You are borrowing from other 
Santa Fe Employees, and therefore the 
money is kept in the family—we are 
helping each other. 

Stx—You can obtain the necessary 
funds without fanfare or publicity. It 
is strictly a private affair, you can ob- 
tain the application by contacting W. 
W. Rogers, W. C. Newman, Jimmy 
Ayers, or simply contact a friend of 
yours, who is a member of the credit 
union. . 

—_ f= 
Meal Planning 
Relies On Nine Inexpensive Foods 
CHEAPNESS in cost of foodstuffs is 
purely relative, warns Miss Mabel 
Rollins, Associate Professor of Home 
Economics at Cornell University. As 
the cost of a food is related to the 
amount of waste in that food, a low 
market price may actually be high if 
a large proportion of the product must 


be discarded. 








Where to Jump! 

1 always jump to the credit union 
for a good deal. 

The flavor of the service; the 
toothsome substance of thrift; and 
the energy from loans—gives me 
more jump. 

Be sure to get acquainted with the 
treasurer and see him regularly. 


(Mats available—see page 8) 


Cost relates, also, to the number and 
quantity of nutrients furnished. For 
example, a cup of black coffee costs 
half a cent, but has little nutritional 
worth. A baked potato costs a cent 
and a half, three times as much, but 





SAVE! 


Through Your Organization | 


- Kable Credit Union 


BORROW! 











A corporation chartered by the State of Illinois for the employees 
of Kable Brothers Company for the purpose of promoting thrift 
and affording a convenient source from which to borrow money 
at a reasonable rate of interest. 


+ + + 
- 286 members have saved................. $ 5.00 to $ 100.00 
76 members have saved................. $100.00 to $ 500.00 
30 members have saved................. $500.00 to $1,000.00 
8 members have saved...............-. Over $1,000.00 
+ + . 


ALL INTEREST COLLECTED ON LOANS, LESS EXPENSES, IS 
DIVIDED AMONG THE MEMBERS IN DIVIDENDS AT THE END 
OF EACH YEAR. 


+ + + 


JOIN THE KABLE CREDIT UNION TO- 
DAY TO SAVE OR RECEIVE A LOAN* 


*See Edmund J. Lamm, Pres., Gordon Leonard, V. Pres., Francis 
W. Asp, Treas., Marian Borklund, Secy., or Ray I. Avey, Walter 
Wissing, Willard Van Stone, John Madlena, members of the 
Board of Directors. 








One thing sadder than work left unfinished is work never begun. 














has more food value in terms of 
calories, vitamins and minerals. 


For year-round meal planning, Miss 
Rollins lists nine basic foods which 
supply inexpensive nutrition and ad- 
vises the housewife to make them the 
backbone of her cooking. For dollar- 
wise meals of high health value, 
choose white potatoes, whole wheat 
bread, rolled oats, beef and pork liver, 
peas, beans, rutabagas, carrots by the 
pound, spinach, and fresh or canned 
milk.—ConsuMER News DicEst. 





Now: Let’s See! 


Borrow—from—the credit union 
and—(let’s see)——save every pay- 
day. That | must not forget. I'd 
better know the credit union treas- 
urer and see him regular. 


(Mats available—see page 8) 
—1.e.— 


Which Way You Goin’? 
Well, one thing is sure! If you are 
a member of Pacific Cooperators 
Credit Union, you are headed in the 
right direction. And to prove that 
statement read every word of the fol- 
lowing developments. 


Is It PrRotTecteD? 


In the course of issuing loans to 
members for automobiles, it became 
evident that a great service could be 
rendered if a group car insurance plan 
could be worked out. We didn’t pray. 
but our wishes were granted quick as 
‘a wink. It seems that Credit Union 
National Association has been con- 
cerned with the same problem for 
many years. As a result of their de- 
tailed study and investigation, credit 
unions all over the country can now 
sell their members the policies of Em- 
ployers Mutual Liability Insurance 
Company of Wisconsin and Employers 
Mutual Fire Insurance Company. This 
old line company (assets of over 52 
million dollars and branches in Port- 
land, Seattle and Boise) provides a 
nonassessable policy. 
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Idea Exchan ge 


DesicNep For Crepit UNIon Drivers 


Through CUNA’s contract with Em- 
ployers Mutual, the member receives 
better coverage than he can secure 
elsewhere. He has a choice of cover- 
age and may have complete protec- 
tion under one policy. The rates are 
standard, with a dividend saving to 
the member which is 25 per cent on 
comprehensive, 10 per cent on colli- 
sion, liability, and other forms. 


WortH CONSIDERING 


Employers Mutual is licensed in all 
states. The policy provides coverage 
anywhere in North America except 
Mexico. Claim service is available 
through their service offices as well 
as through local claim representatives 
in all states and Canada. Savings are 
returned to the member in the form 
of dividends even though a loss occurs. 
Dividends are paid in cash or applied 
as a credit on your renewal premium. 

Carl Beck is our insurance adVisor. 
The company provides him with a 





license, supplies, instructions, and au- 
thorizes him to transact business as 
their representative. Thus, there is 
no liability thrown upon the credit 
union. e 

The program saves our members 
money and will enable us to help our 
members protect their savings, prop- 
erty and future income. We can offer 
complete package service to those who 
are careful drivers. 

—i.e.— 

@ The only true secret of assisting the 
poor is to make them agents in better- 
ing their own condition.—Archbishop 
Sumner. 
@ We cannot get peace by unpeaceful 
means, justice by unjust means, de- 
mocracy by undemocratic means. The 
means determine the end. — Harry 
Emerson Fosdick. 
@ Some folks will go right on buying 
bread and meat and depositing money 
in a savings account when they don’t 
have a fur coat in the house.—Bank- 
ing. 


COOPERATION 








COOPERATION — THE ACT OF WORKING 
JOINTLY TOGETHER FOR 
MUTUAL BENEFIT. 
THIS LITTLE CARTOON TRA Ty MOP EF a 
NON - COOPERATION THE COOPERATIVES ARE Pui E ER Win 
ANO w WIN WHICH GROUP ARE rou N 
COMOPERATIVENESS S ONE OF HE MOS JESIRET F THE 5 OR 
MORE ATTRIBUTES OF A GENIUS ; But Y *), 1 AVE RE GENIUS 
TO BE COOPERATIVE 
THE WILLINGNESS OR THE ‘NATURS TENDENCY WOPERATE 
SUCH A HIGHLY DESIRASLE TRAIT, THAT PERSONS ES ABLE (IN MANY 
CTHER RESPECTS, ATTAIN PERSONAL SUCCESS OUT OF ALL PROPORTION 
TO THEIR ABILITIES, BECAUSE OF THIS OUTSTAN . SLENT. ARE 
YO DEVELOPING COOPERATIVENESS § 
THROUGH THE CREDIT UNION we SAVE UR ) RS FUR 
INVESTMENT OR FOR LOANS TO R FELLOW MEMBERS 
YOUR CREDIT UNION 1S A COOPERAT E MAKE R 
DOLLARS WORK TOGETHER FOR R MUTUS ENE FIT 


—— 


ARE YOU COOPERATING ? 


A poster prepared by the EGFA (Eastern Gas and Fuel Co.) Federal Credit Union. 


Pittsburgh, Pennsylvania. 
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quist, President of the Méchan- 
ics Universal Joint Credit Un- 
Rockford, Illinois, “that our 
annual meeting voted to provide life 
savings insurance service through 
CUNA Mutual Insurance Society for 
the members of the credit union. 


“| AM pleased,” said Willard Ny- 


ion of 


Iam 
convinced that outstanding benefits of 
this type are more advantageous to 
everyone than a slight fraction of an 
increase in dividend rate. I believe 
people today are increasingly service 
conscious and CUNA Mutual’s pro- 
gram is indeed an outstanding serv- 
ice.” 

President Willard Nyquist is shown 
signing the application for a Life Sav- 
ings insurance contract with CUNA 
Mutual Insurance Society. In the pic- 
ture also are: Elmer Thompson, Vice 
President; F. B. Garthwaite, Secre- 
tary; J. Orrin Shipe, CUNA Mutual 
Representative; and Floyd Altenberg, 
Treasurer. 

A few highlights about the Me- 
chanics Universal Joint Credit Union 

as of December 31, 1947—organized 
12 years ago: $97,000 assets, 629 mem- 
bers, increased 153 during 1947—80% 
passbooks verified last year—had big- 
gest loan year in 1947—directors met 
13 times in each other’s homes—5 di- 
rectors attended all meetings—3 have 
attended all but 1—directors have a 
total of 74 years of service to credit 


12 The good that men do, endures long after they are gone. 


- 


union—directors service averages 5 
years, yet only 1 director has served 
since credit union organized—paid 3% 


dividend. 


Omar Credit Union (Milwaukee, 
Wisconsin) Members Receive 
Insurance Benefit 


Checks for $572.92, representing a 
share insurance benefit, and _ for 
$125.14, representing a disability claim 
payment, were delivered to the Omar 
Credit Union at its annual meeting 
held January 17, 1948. 


Sowing the Seed 


The directors of Omar Credit Union 
obtained a Life Savings contract in 
November. On December 30, a mem- 
ber was taken to the hospital; he died 
January 3, 1948. The first share insur- 
ance claim was settled with the check 
for $572.92. 

In the picture, left to right: William 
A. Neubauer, Chairman Credit Com- 
mittee; Harold T. Hahn, Director; J. 
Orrin Shipe, CUNA Mutual Insur- 
ance Society; Andrew J. Puschnig, 
President; Beulah Kessenich, Treas- 
urer; Arthur J. Scheftner, Director; 
Agnes Perushek, Secretary; and Har- 
old A. Dorn, Credit Committee. 

“We were impressed with the pres- 
entation of the CUNA Mutual Insur- 
ance program,” says Beulah Kessenich, 
Treasurer of the Omar Credit Union. 
“It was not just a matter of selling a 
contract for a premium. The represen- 
tatives of the CUNA Mutual, Insurance 
Society gave our Boards and Officers 
much sound credit union information, 
which we have applied and found 
practical and constructive. 

“Too, we were impressed with the 
assistance the personnel of CUNA Mu- 
tual rendered in helping us prepare 
and assemble the necessary proof for 
a disability claim. We are convinced 
that it was far beyond what the So- 
ciety was obligated to do. 

“T strongly urge every credit union 
to provide CUNA Mutual loan protec- 
tion and life savings insurance benefits 
for its members, it definitely is an 
extraordinary service.” 
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and the Harvest 


Cuna Mutual Protects Home of 
Widow and Fatherless Children 


Because Mike Lang, a director of 
Cudahy Brothers Credit Union (Cud- 
ahy, Wisconsin), persuaded Frank Mi- 
kich, a member of the credit union to 
transfer his $2,500 mortgage loan to 
the Cudahy Brothers Credit Union, 
Mrs. Lorraine Mikich and her three 
children, William, Thomas and Rich- 
ard, now have a home which is free 
and clear of debt. . 

Frank Mikich had worked for Cud- 
ahy Brothers for 20 years. Last fall he 
got an infection and died. He was only 
52. 

Because Cudahy Brothers Credit 
Union provides Loan Protection in- 
surance for its members through 
CUNA Mutual Insurance Society, the 
Cudahy Brothers Credit Union was 
able to give Mrs. Mikich a mortgage 
note marked “Paid in Full” and Mrs. 
Mikich could burn the mortgage. No 
one can order her out of this home 
which her husband had worked so 
hard and long to provide for his wife 
and his children. 

Mikich was a steward in his union. 
At’the meeting following his death, so 
much interest was created in this type 
of credit union service that on the 
following day the credit union received 
a flood of real estate loan applications. 

Mrs. Mikich was pleasantly sur- 
prised to learn, too, that the Cudahy 
Brothers Credit Union has Life Sav- 
ings insurance and that instead of re- 
ceiving $443 their savings account had 
doubled to $886. 





March, 


1948 


Charley Lorum, President of Cud- 
ahy Brothers Credit Union, says about 
CUNA Mutual Insurance, “Based on 
my experience as President of a credit 
union since 1932, I strongly urge every 
credit union to have loan and life sav- 
ings insurance; loan insurance service 
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helps a member to eliminate needless 
worry about his debts and share insur- 
ance helps members to build thrift 
habits and share accounts.” 

“It is more important to provide 
loan and share insurance than to pay 
dividends,” says Floyd Fuller, Treas- 
urer of Cudahy Brothers Credit Union 
since 1933. “Savings and borrowing,” 
further states Fuller, “has increased 
because of share and loan insurance.” 
He also added, “Because of insurance 
on real estate loans, members have 
transferred loans to Cudahy Brothers 
Credit Union even though occasionally 
the interest rate charged by the credit 
union is slightly higher.” 

A few capsule facts about Cudahy 
Brothers Credit Union: It was organ- 
ized in 1932 by C. G. Hyland; as of 
December 31, 1947, had assets of $584,- 
534.62; 1,545 members out of 1,600 
employees; made 20,019 loans totalling 
$2,248,446.89 since 1932; loss from bad 
loans only .00070; have had no maxi- 
mums on shares and no loan ceiling 
other than that provided in the credit 
union act for the past six years. 


to May 1 13 








Level Payroll Deductions 


Question: (From SoutH Carouina) 


The management of our company 
has recently installed a new payroll 
system which requires that a level 
amount each month be deducted in 
connection with the accounts of credit 
union members. We have been making 
deductions on the basis prescribed in 
the Credit Union Operating Proced- 
ure, which causes weekly fluctuation 
in practically every account carried 
Would it be permissible or legal ac- 
cording to the Federal Credit Union 
Law, to collect our loans by comput- 
ing the amount of interest payable on 
the money borrowed, then add _ this 
interest to the total amount of the loan 
so that the deductions from the payroll 
would be in “equal installments until 
the loan is paid in full. The rate of 
interest would not exceed one per cent 
per month on the unpaid balance in 
any case. 

Our only hope for continuing the 
credit union at our plant is to have 
payroll deductions, since we are not 
in a financial position to employ a full 
time worker. However, these deduc- 
tions must be in an equal amount each 
month, otherwise we are not pe: mitted 
to use the payroll deduction plan. Will 
you please advise us if our suggestion 
regarding the computation of the in- 
terest is in order? 

ANSWER: 

The Federal Credit Union Act does 
not prohibit the computation of the 
amount of interest which would be 
due on a loan to be pro-rated equally 
over the period of the loan, thus mak- 
ing each periodical payment uniform 
This method result in 
slightly less earnings for the credit 
union. This is true because the larger 
amount of interest due at the begin- 
ning of the loan is not available im- 
mediately for reinvestment by the 
credit union. Level interest payments 
do cause some confusion if the loan is 
refinanced before it is fully paid or if 
payments are made faster than antici- 
pated at the time the loan is made 


in size. does 


It seems to me the best solution to 
the problem would be for the member 
to authorize a payroll deduction in a 
level amount. Each period, as the in- 
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What About It ? 


By C. F. Etkel, Jr. 
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You are invited te submit your questions oa 
any credit union preblems te this department. 
You are alse welcome to contribute your own 


ideas on the answers printed here. What's 
on your mind? 





terest decreases with the principal, the 
overage could be applied to the share 
account. For example, assume a loan 
in the amount of $100 to be repaid in 
ten monthly installments of $10 each. 
The member could authorize a level 
deduction in the amount of $11 per 
month. The first month the entire 
amount would go to interest and prin- 
cipal. The second month, the alloca- 
tion would be: principal $10, interest 
90c, shares 10c, and so forth. This way, 
when the loan had been completely 
repaid, the member would have at 
least a small accumulation in his share 
account. 


Numbering Accounts and Loans 
QUESTION: (FROM INDIANA) 

I am writing you to secure informa- 
tion as to methods other Credit Unions 
use in the numbering of their Individ- 
ual Books and Loans granted. We are 
trying te confine our account book 
records into four books of five hundred 
each. We have a total of two thousand 
members that have been taken into 
the credit union, but of these two 
thousand members that were ad- 
mitted, several hundred have since 
closed their accounts. Would it be in 
order for us to use the old account 
numbers of former members in order 
to eliminate the necessity of having 
additional account books? We have 
numbered each loan as it has been 
made and that total now reaches ten 
thousand. Would it be good business 
now to start over numbering our loans, 
starting with number one? The same 
applies to the checks issued by the 
credit union. The last check is number 
ten thousand. Would it not be better 
to have future checks issued starting 
with number one? 


Ask every potential member to join the credit union. 


Answers to your credit union questions by Cuna assistant managing director 


ANSWER: 


I do not believe it would be advis- 
able to use the old account numbers 
which have been closed out. Account 
numbers should be continued consec- 
utively. If you wish to confine the 
records to four books, each containing 
five hundred account cards, then I 
would suggest that you pull from the 
records the inactive accouhts and keep 
them in a dead file. If you have several 
hundred numbers which have been 
used and the accounts closed out, re- 
moving the inactive accounts should 
make room in your books for several 
hundred new accounts. 

The principle reason for numbering 
the notes and checks is for statistical 
purposes. In this way you have a con- 
stant record of the total number of 
loans granted by your credit union 
since organization, and the number of 
checks issued. I would suggest the 
purchase of a numbering machine. The 
time saved by not having to write in 
the numbers, especially on your 
checks, would more than offset the 
cost of such a machine. 


Types of Savings Insured 
QUESTION: (From ONnrTario) 


Our Board has been considering the 
purchase of Loan Protection and Life 
Savings insurance for the members of 
our credit union. We feel that we have 
all of the information necessary re- 
garding Loan Protection insurance, 
but there is one problem which is 
bothering us concerning share insur- 
ance. 

In our credit union we have both 
shares as well as deposits and in addi- 
tion to that, provide for a Christmas 
Savings Club for the members. If we 
took out a Life Savings contract with 
the CUNA Mutual Insurance Society, 
would the amount in the share ac- 
count of the member be the only 
amount of money that would be cov- 
ered under the terms of the Life Sav- 
ings contract? 


ANSWER: 


All savings of the credit union mem- 
ber in the credit union, whether it be 
in the form of shares, deposits, Christ- 
mas Savings Club or other methods 
devised by the credit union to promote 
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savings by the member would be cov- 
ered under the Life Savings contract 
with CUNA Mutual Insurance Society 
up to $1000 for any one individual 
member provided the terms of the 
contract as to insurability are met. For 
example, if a member of your credit 
union had $200 in his share account, 
$300 on deposit and, let’s say, a $100 
Christmas Savings Fund, or a total of 
$600 in his name with the credit union, 
and is under 55 years of age, should 
he die, CUNA Mutual would pay a 
total of $600 to cover the amount of 
money that he had in savings, regard- 
less of which form it is in with the 
credit union. 


Life Savings Age Limitation 
QUESTION: (FROM MANITOBA) 


If a member deposits $125 in a credit 
union before the age of 55 and the 
credit union takes out Life Savings 
insurance after he has passed the age 
of 55, in case of death, does he receive 
double his deposit? 


ANSWER: 


No. When a Life Savings insurance 
contract is issued, coverage is afforded 
on the insurable savings balance of 
each member according to his age on 
the date the contract is issued. How- 
ever, after a Life Savings insurance 
contract has been issued, future sav- 
ings are insured according to the 
member’s age at the time of the de- 
posit. 

If the member in the example set 
forth was 59 years of age at the time 
the contract was effective, in case of 
death, the Society would pay to the 
credit union for the member’s ac- 
count, an amount equal to 75% of his 
$125 savings, or $93.75. However, if the 
member has attained age 60 at the 
time of issuance of the Life Savings 
insurance contract, in case of death, 
the Society would be iiable for 50% 
of his $125 savings, or $62.50. 


Rights of Joint Membership 
QUESTION: (FRom INDIANA) 


In our credit union we provide for 
joint membership by the member with 
members of his immediate family. In 
this connection we would like to know 
if each of the members of a joint ac- 
count have the privilege of casting a 
vote at the annual meeting of the 
credit union, or would the principal 
of the account (the first-named mem- 
ber) be the only one entitled to vote? 

What brings this question up is the 
fact that we feel that a number of joint 
accounts with members of the imme- 
diate families could result in a small 
minority group gaining control of the 
credit union. We would like to have 
your comments. 


March, 1948 


. ANSWER: 


A joint member has all the rights 
and privileges of membership. These 
privileges include the right to vote at 
an annual or special meeting. Any 
minority group, if it so desired, could 
manage to gain control of the credit 
union if there is not active participa- 
tion by all members. The answer to 
the problem is to achieve a greater 
representative participation. I have 
never heard of a case where a family 
group has endeavored to gain control. 


Loan Protection Coverage 
QUESTION: (From OHIO) 


At the October, 1947, meeting of the 
Board of Directors of our credit union, 
a motion was adopted which reads in 
part as follows: “All loans to married 
persons must be signed by both hus- 
band and wife.” The question now 
arises as to whether the borrowers 
insurance we buy would protect the 
wife under the above motion in the 
even of the death of the husband. 


This motion was adopted with the 
view of preventing either the husband 
or wife from causing family indebted- 
ness unbeknown to the other. As far 
as we are concerned, each party is 
liable with the exception, of course, 
that in the event of the death of the 
borrowing party, the other party who 
signs as co-signer would not be held 
liable by you. Will you please advise 
us whether cases like these would be 
handled in the same manner as all 
others under borrowers insurance? 


ANSWER: 


Under the CUNA Mutual Loan Pro- 
tection contract, coverage applies to 
the individual who is first named on 
the loan application and note. In most 
cases the husband would be the prin- 
cipal member of the credit union and 
would be the maker of the note—the 
wife being the co-maker. You may 
rest assured, therefore, that where the 
loan is otherwise insurable under the 
terms of the Loan Protection contract, 
a claim would be paid by the CUNA 
Mutual Insurance Society in the event 
of the death of the husband, provided 
he is the first named person on the 
loan application and note. This brings 
up another problem. Why is it neces- 
sary for you to require both husband 
and wife to sign the note, when one or 
the other is borrowing money from 
the credit union? There may be cer- 
tain cireumstanres which would make 
it necessary for the credit union to 
require the signature of the husband 
or the wife, but there are likewise 
many circumstances whereby either 
one or the other would not wish to use 
the services of the credit union if the 
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wife or the husband has to sign the 
note and application. For example, it 
might be that one of your members 
would wish to give his wife a present 
for Christmas and felt that he could 
pay for it over a period of months with 
a loan from the credit union. Surely 
he would not want to ask his wife to 
sign a note so that he could borrow 
money to purchase her Christmas 
present. As a result, he would prob- 
ably borrow his money from some 
other financial agency. I believe that 
it should be left up to the Credit Com- 
mittee to decide as to the necessity of 
having the wife or the husband sign 
the note. 


Social Security and Income Taxes 


QUESTION: (FROM OKLAHOMA) 


The question was recently presented 
as to whether a Federal credit union 
must deduct for Social Security as 
well as Federal and State income tax 
on the salary paid to the treasurer. It 
was understood that no deductions 
need to be made for Social Security 
up to a certain amount and if this is so 
would you please advise us the set 
amount? We would also like your 
opinion or ruling on the salaries paid 
to various officers of the credit union. 
Is there any allowance for income tax 
purposes for income of this nature, or 
must one report the full amount along 
with other salaries? 


ANSWER: 


The Federal Credit Union Act pro- 
vides that each Federal Credit Union 
is a fiscal agent of the United States 
Government, and therefore exempt 
from the payment of all Federal taxes. 
Social Security payments come within 
the meaning of this phrase, and there- 
fore, no Social Security tax is payable 
by employer or employee in Federal 
Credit Union operation. This is true 
regardless of the amount of compensa- 
tion which may be involved. All sal- 
aries or wages paid to Federal Credi‘ 
Union employees (the treasurer or 
other employed help) are subject to 
Federal income tax based on the in- 
formation submitted by the employee 
on Internal Revenue Service Form 
W-4. It is customary to make the de- 
ductions from the salaries remitted to 
the émployees and to accumulate these 
amounts for three months, the total 
thus accumulated being remitted to 
the Internal Revenue Department 
quarterly. The amount being accumu- 
lated is shown on the financial state- 
ment as “Withholding Tax Payable.” 

I am not familiar with the require- 
ments of your state as they concern 
the payment of income taxes. This 
information can be secured by writing 
to the Oklahoma Credit Union League. 


to May 1 15 








AND the longer you wait 
the more it'll hurt you and 
your pocketbook. If it's 
lack of money that is hold- 
ing you back, do you know 
that your credit union is 
always ready to make 
helpful loans, planned to 
meet your needs? 
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Save Systematically Solve Credit Probie 
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Posters 


HERE ARE SEVEN more posters plus two 
on next page to add to those Brince 
showed last month as suggestions for 
membership drive and other credit 
union promotion use. 

@ The six posters shown below are in 
two or three colors; are 10% by 14 
inches; cost 5 cents each, less 20 per 
cent to league members. 

Posters 751, on left, and 759 and 760, 
on next page, are same size but in one 
color on white; cost $2.40 per 100, less 
20 percent to league members; any 
number may be ordered. 

@ Order from your league supply de- 
partment or Cuna Supply Coopera- 
tive, Madison 1, Wisconsin. 
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Poster 617 


EASTER 


OUTFIT 





Save Systematically ..1 Solve Credit Problems 
Terough YOUR Credit Union 
FOR COMPLETE INFORMATION SEE 
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Poster 612; Insert 612-A 


16 He had the deed half done, who has made a beginning.—Horace BRIDGE 











Other Materials 


ANOTHER SELECTION of promotional 
materials in addition to those shown 


fhe — 
on opposite page and in last month’s 


FOR HIM 
Bripce are offered on this page. A with 
final installment in this series will be REGULAR 


in next month’s Brupce, the final mem- 
bership drive issue for this year. 






Prices mentioned apply propor- 
tionately to any quantity desired; are 
subject to change without notice; 
league members may deduct 20 per- 
cent. Order from league supply de- 
partment, or Cuna Supply Coopera- 
tive, Madison 1, Wisconsin. 








Two More Posters 
759 Rake ’em Together 


760 Planning Ahead? WANTED 
The above posters are both brown and 


white; 10% by 14 inches; $2.40 per 100. 


First stop every pay dey— your credit union office 





Inserts 
605-A Your Vacation 
609-A Doctor Bills 
610-A. New Car? 
612-A Easter Outfit bd 





The above inserts are shown on opposite 
page; are in three colors; 2% by 4% 
inches; 35 cents per 100. 

























759-A Rake ’em Together Name Loan Shark rs _ 
0-A Planning Ahead? HELPF 
76 g eae: Description He comes in countless disguises He might be C R EDIT 
The two inserts above are single color; ey ER ERED Se Se 
3% by 6 inches; 42 cents per 100. UNION 
Nete well: Invanably he claims to be interested in helping Loan 
his victims with o loan but they tind that he <> 
charges them usurot mierest rates which t Ss “7 
Blotters Saeeacieien dendivamenimeiie Lats &, i 
6 Ouch! (See opposite page.) Blue on If you see him, or if you want a loan yourself: Now! 
white enamel stock; 6 by 3% inches; $1.10 HODH UNON WRAEUTET HECTNENY See your CREDIT UNION Vneasurer 
per 100. Cradil union loans ore convensent confidential econsmecel 
759-B Rake ’em Together 
760-B Planning Ahead 
The above two blotters are blue on Above: Poster 760; Insert ot Blotter Above: Flyer 768-F 
hi ' 760-B; Flyer 760- Below: Poster 759; Insert 759-A; Blotter 
hit é 1 stock, 6 by 3% hes; $1 elow: Poster ; Inser 9-A; 
os — stock, 6 by inches; $ Below: Flyer 766-F 759-B: Flyer 759-F 





Flyers 
759-F Rake ’em Together 
760-F Planning Ahead 
766-F Wanted 
768-F Be Ready for Him 


These four flyers are all one color on 
white; 8% by 11 inches; $1.10 per 100. 








Ft e — 


Cae 1 HANDFUL 


CHANGE 


Leaflets 
Ed. 50 A Handful of Change 
Ed. 51 Save from the Top of the Pile 
Both these leaflets are recent revisions 
of popular, one-fold pieces; 3 by 5% 
inches; $1 per 100. 


OF THE PILE! 





Correction 
The new centennial poster is gold and 
blue on white instead of red and gold as 
announced last month. 


Additional Materials 

Each month Bridge contains additional 
suggestions to help credit unions obtain 
fine goals. These may be found in both 
Bridge advertisements and in the editorial 
material. Be sure to look for them regu- 
larly. If you have any special problems or 
questions, feel free to call upon your 
league or upon the Credit Union National 
Association, Madison 1, Wisconsin. Leaflet 51 




















Leaflet 50 
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290% Interest Paid On Cars 


EW YORK (CNS)—Automobile 

purchasers are paying as much 
as 290 per cent interest to finance 
companies in New York State, wit- 
nesses told a legislative committee 
hearing here January 22. 

The tremendous interest charges re- 
sult from the praiseworthy desire to 
get out of debt. When the buyer de- 
cides he wants to pay his installments 
faster than called for in the contract, 
he gets little or no refund of the 
scheduled interest payments. 


Here's How It Works 

Take the case of Lloyd Munson. 
Lloyd is under 21, so his mother had 
to sign the papers. He had saved $300. 
He wanted to buy a second-hand car 
in fair condition, use his mechanical 
talents to bring it into first-rate shape 
and re-sell it at a profit. He went to 
the Luxor Motor Sales Company, he 
says, and bought a 41 Chevrolet. 

His mother put her name to the 
contract, which called for a $300 
down-payment and 15 monthly pay- 
ments of $32.08. This included a 
“finance charges” of $96.50; there is 
no law in New York State governing 
“Finance charges,” although there are 
laws governing interest rates. In effect. 
Lloyd and his mother were committed 
to paying 37.4 per cent interest, which 
is about normal in the auto sales busi- 
ness. 

Thinking it over, Lloyd and his 
mother decided they wanted to pay off 
the whole balance and avoid paying 
so much interest. They were told they 
could have a refund on the insurance 
of $8.20 and a refund on the interest 
ef $2.80. If they had paid off at that 
point and accepted the refund offered 
them, they would have been paying 
291 per cent interest. The Munson’s 
decided to take their time about pay- 
ing; they are still paying, but they are 
not happy and they have complained 
to legal authorities. There is nothing 
the legal authorities can do; the law 
doesn’t cover it. 

Take the case of Martin May, a shoe 
salesman who got out of the army 
about two years ago. May went to a 
neighborhood dealer and bought a 
1941 Cadillac convertible priced at 
$2,100, paying $600 down and getting 
a $400 allowance on his old car. He 
signed a contract to pay the $1100 bal- 
ance in 15 monthly installments, gn 
which the true interest rate was 35.6 
per cent. 


Auto Dealers Mislead 
May had an idea that he could do 
better at a bank—he had never heard 
about credit unions—and he brought 
up the question with that good neigh- 


bor, his auto dealer. The dealer said 
the bank would stall him off for quite 
a while; it would be some time before 
he could have his car. May suggested 
financing through the usual channels 
and transferring the business to the 
bank as soon as possible after he got 
the car. The dealer said, “That 
wouldn’t be so good.” May neglected 
to ask why, but he found out. 

When he tried to pay off the bal- 
ance, he found himself dealing with 
an organization called Tilden Com- 
mercial Alliance, which is one of the 
numerous companies that buy up in- 
stallment paper. First, he phoned, and 
they said they couldn’t give him any 
information over the telephone. Sec- 
ond he called at the office; they said 
they couldn’t tell him how much re- 
bate he was entitled to, since the 
accountants were all home or some- 
thing. They suggested that he send 
them a check for the balance, apd in 
due time they would send him a check 
for his rebate. He said he didn’t like 
that idea and called them “legal gyps.” 
By threatening legal action, he got the 
company to offer a rebate of $59.50, 
which he accepted. When his balance 
was paid off, he found he had paid 221 
per cent interest. 


Laws Are Inadequate 


There are no laws in New York 
State forcing the finance companies to 
rebate a fair share of the interest on 
an installment sales contract under 
these conditions. 

In 1946, however, a law was passed 
compelling the loan departments of 
banks to refund a fair share of inter- 
est on installment loans. Interest 
charges on bank small loans are usu- 
ally discounted in advance. On loans 
from credit unions and loan com- 
panies, interest rates are computed 
monthly on the unpaid balance, so that 
interest charges are automatically 
lowered as the balance is paid off, and 
at the same speed. 

The present hearings in New York 
State may result in legislation gov- 
erning installment sales practices, and 
set a good example nationally. 


Largest C redit Union 


THe MuNICIPAL CREDIT UNION an- 
nounced its assets at the end of 1947 as 
$8,066,746, outstanding loans of $5,- 
925,395, a 3% dividend of the past 
year of $187,824, and a total member- 
ship of 39,820.- 

Thirty-one years ago, this credit 
union began with 19 members and 
$570 capital. 

William Reid, its president for the 


One good turn deserves another—every member get a new member. 


past 19 years, is a member of the 
Board of Directors of the Cuna Mutual 
Insurance Society, and past president 
for three terms of the Credit Union 
National Association. Recently Mr. 
Reid was appointed chairman of the 
Board of Transportation of New York 
City and of Mayor O’Dwyer’s Ad- 
visory Committee on Administration. 


New Pamphlet Released 


The UAW-CIO tells about credit 
unions 

“How To Own Your Own Bank” 
tells the union man the advantages of 
a credit union in 24 small pages. It was 
published by the UAW-CIO (United 
Automobile Workers) Educational 
Department. ; 

Every day words are used with no 
love for monopolistic or high rate 
lenders. 

The arguments for ownership, thrift, 
acquaintance with business and money 
management are forcefully presented. 

In the outline on formation pro- 
cedure it reads, “Your next step is get 
the advice of someone who has expe- 
rience in organizing and running a 
credit union. ... 

The best things about credit unions 
is that they have been so well tried 
you don’t have to debate about organ- 
izing one. The arguments are all in 
favor of the credit union. You know 
they will work. You know they will 
save members money... . 

So at your first general meeting you 
don’t debate over whether or not you 
want a credit union, you go ahead and 
organize one. 

In most places it takes just seven 
people to sign a charter application. 
The more charter members you sign 
up the better, but seven you know you 
can get, and seven is enough to go on.” 

Regarding the importance of organ- 
ized credit union effort they say, 
“Dues to the credit union league and 
to the Credit Union National Associa- 
tion are important. You get forms, 
advice, technical assistance, leaflets, 
education materials and other help 
from these organizations. 

But more importantly by contribut- 
ing to them you make possible the 
growth of the credit union movement.” 

The topic heads are: Credit Unions 
Are Cooperatives; Why Organize a 
Credit Union; Organizing a Credit 
Union; Getting an Expert; First Meet- 
ing; The Board of Directors Meets: 
The Credit Union Begins Operations; 
Operating Expenses; Credit Union In- 
surance; Your Money Is Safe; Eight 
Reasons for Organizing; and Organize 
Now. 

The pamphlets sell for 5 cents each 
or $4.50 per 100. 
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Bring a few good ideas along, and 
take back hundreds of ‘em. 
—From N. Jer. Credit Union News 


League M eetings Vital 


Crepir Union Leacue MEETINGS are 
vital to the exchange of ideas, to dis- 
cover and shake loose unrecognized 
prejudices and misconceptions, and to 
unify our efforts and strength. 

It is an American trait to attend 
meetings, conduct research, and com- 
municate. We have emphasized these 
activities and we also have more ideas, 
plans, and action programs. These de- 
velopments follow a heritage of men 
who value freedom and the rights to 
chart and build their own destinies. 


Satan Bites His Tale 


An inventory of the experience as- 
sembled at an annual meeting can turn 
the devil green with envy. Some dele- 
gates have good savings promotional 
experience. Of course the devil keeps 
whispering “My group is different,” 
but in spite of this influence—new 
groups each year find the differences 
are not essential and discover like a 
cub reporter that they forgot to ask 
enough questions the first time. On 
top of this we have some who don’t 
believe credit is used or necessary, and 
other well-off groups who have hun- 
dreds of thousands and yet not enough 
money to finance the progressive ac- 
tivity of its members. Still others were 
successful with annual meetings, 
membership drives, chapter meetings, 
loan procedures, and delinquent col- 
lections. And the justifiable ballyhoo 
about the league annual meeting pro- 
gram, experts and guests to be present 
—is enough for the devil to separate 
the tip of his tale from the rest. 


How To Be A Delegate 


You are in for a hard job, but it’s 
fun. Think over your problems on the 
way, and have some questions in mind 
and particularly the main problems 
such as savings developments, getting 
members, bringing in the loan busi- 
ness, and rendering better service. 
Then if need be, let’s work up our 
audacity a little for we want to be alive 
on arrival. 


Turn On The Charm 

At the meeting let’s mix. Ask where 
the man or lady is from, and what they 
have accomplished in their credit 
union. Look for significant ideas al- 
ways, but begin to locate those that 
can help you. Team up for lunch and 
get into a late bull session. Don’t ex- 
pect to settle petty arguments. Give 
and take and be tolerant and sympa- 
thetic to other opinions. Watch the 
program. Don’t miss any meetings. 
You may make only one valuable mo- 
tion in 10 years, but it may be worth 
the cost of the whole meeting com- 
bined. Have your note book handy, 
and at every break, jot down the good 
ideas. You will look back over those 
notes with some wonder at the great 
possibilities therein later. 


Sure! Make Them Listen 

When you get back from the meet- 
ing have a special dinner meeting or 
a meeting at a director’s home, where 
you can spend an evening. The others 
that did not attend will think that the 
inspiration was poured on you. They’ll 
act stubborn and won’t agree, and pull 
out the cloak of practicability—but an 
inventory at the end of the year is 
surprising. Gradually some things will 
be done, and not only is your credit 
union member benefiting, but so is the 
part your league plays. And though a 
credit union is ever so small, it needs 
to bend every effort to send a delegate. 
Of course the large progressive credit 
unions send a whole bevy of repre- 
sentatives and figure it is an excellent 
investment. 


On Behalf of the Board 


A. S. Dalgleish Reports to 
Members 


VARIOUS MEMBERS of the Board have 
been active during the year in the or- 
ganization of new credit unions, help- 
ing their best to see that they get 
started on the right road. It should 
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5th International Membership Drive, February 1 to May 1 


be the policy of all members to spread 
the philosophy of self help and co- 
operation which the credit union 
stands for. To enlighten others to the 
end that they may become members 
of our group. Unsolicited testimony 
as to your personal knowledge and ex- 
periences can be of immense value in 
helping to expand our services one to 
the other within the framework of our 
free democracy. We help each other 
to understand and to solve our eco- 
nomic problems, whereby is practiced 
in truth, the doctrine of the brother- 
hood of man. We suggest you ever 
carry this bit of credit union philos- 
ophy with you, not for profit, not for 
charity, but for service.—S. E. C. U. 
Montrtor from the Stelco Employees’ 
Credit Union, Hamilton, Ontario. 
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Roderick MacMullin 


New Managing Director 
Of the Nova Scotia League 


Roperick MacMutiin has been ap- 
pointed as Managing Director of the 
Nova Scotia Credit Union League. He 
is a 32-year-old native of the province, 
born in Louisburg and a charter mem- 
ber of the Louisburg Credit Union, 
which was one of the first in the 
province. 

After graduating from high school 
in 1934, Mr. MacMullin worked in a 
garage as a mechanic. His interest in 
cooperatives and initiative led him to 
attend the six week short courses 
for cooperative leaders in 1935, 6 and 
8. In 1939 with some savings from the 
credit union, ability to borrow, and 
some ambition—he started college and 
graduated in 1943. He acted as treas- 
urer of the campus credit union one 
year. In 1942 he took charge of the 
printing department of the Nova Sco- 
tia Credit Union League. In March 
1946, Mr. MacMullin was appointed 
assistant managing director. 





Highlights of ’47 

In the Danville Postal Credit 

Union 

January—Credit union still here but 
that is about all could be said for us... 
Just here. 

March—Credit union needs some 
cash to make a few loans. Board says 
cash in $1,000 of Government bonds 
which we did. What about savings? 
What savings? Are you kidding? You 
can’t save money in this credit union. 
Why not? Well the by-laws say a 
member may purchase 5 shares which 
in plain talk is he may save $25 then 
he must take his savings elsewhere. 
Boy! are we persecuting the credit 
union principles. We can’t save here 
when we should be training people to 
save regularly. 

Board votes to rejoin Virginia Credit 
Union League after an absence of 4 
years. 

March 8—Bank Examiner drops in 
as is customary each year. We push 
our way through the cobwebs and dig 
out the records. What do we find in 
these records? Practically the same 
figures as the year before, maybe a 
little less. Examiners report, page 12, 
reads as follows: 

‘It appears that this credit union has 
been operating on a minimum of ex- 
penses in order to pay large dividends. 
It would be helpful to provide equip- 
ment and facilities to educate the 
members on credit union principles of 
systematic savings. To sacrifice the 
principles of the organization in order 
to pay large dividends is unwise, 
therefore, it is suggested that the ef- 
ficient and successful operation of the 
union be considered ahead of exces- 
sive dividends.” 

A rising vote of thanks to Examiner 
W. Frank Baylor of the Virginia Bu- 
reau of Banking who with his kind 
and helpful suggestions started our 
program of progress. 

April—Board authorizes purchase of 
equipment needed in offices and pub- 
lication of Bulletin. Ceiling removed 
from shares. 

May—First Bulletin out encouraging 
systematic savings and inviting new 
members. 

August—All loans insured under 
CUNA AA Plan credit union pays the 
premium. 

December — Membership increased 
from 64 to 98 from May 1 to December 
31. . . . 33 Shareholders saving regu- 
larly. ... Share balance increased from 
$3,990 to $8,146. 


Best Annual Meeting 
SINCE THE VERY BEGINNING of the Dan- 
ville Postal Credit Union more than 
20 years ago, we have been trying 
to improve our Annual Sharehald- 


ers’ Meeting and get out a good crowd. 
Despite our best efforts the attendance 
was getting smaller each year. Our 
1947 meeting looked like a coroner’s 
inquest and the faithful few on hand 
were waiting for the “cause of death”. 
What’s wrong with us? We show up 
on the job every day, yet we can’t 
spare just one night a year to attend a 
meeting of our credit union. Many or- 
ganizations would send you a card in- 
structing you to appoint “John Doe” or 
“Bill Smith” to cast your vote and to 
represent you, but not the credit 
union. We always want you to come in 
person and cast.your vote. Thinking 
perhaps that there might be something 
in the saying “all work and no play 
makes Jack a dull boy” we change our 
method of meeting to include some fun 
which is so necessary to a happy life. 

This change of pace brought out 
more than 90 people to our meeting on 
January 8 all of whom now realize that 
we do have something in common, 
both in our daily work and operating 
this little credit union for our col- 
lective betterment. This is only the 
beginning -of bigger and better meet- 
ings for our people and the credit 
union is a good medium through which 
we may work to attain a better under- 
standing of each other and for the 
promotion of good fellowship in our 
group. The meeting was a huge suc- 
cess and we are all happy now that we 
know it can be done. 

Into 1948 we go, resolving to con- 
tinue the good work. Others have, we 
can and will.—Crepit UNION BULLETIN 
of Danville Postal Credit Union. 


Esteem for E mployer 


(The following resolution was passed 
by the membership of the Stansanco 
Credit Union and sent to J. B. Hen- 
drick, Jr., Manager of the American 
Radiator and Standard Sanitary Cor- 
poration plant at Louisville, Ken- 
tucky.) 


Be It Resotvep: That, we the mem- 
bers of the Stansanco Credit Union, do 
hereby take this means of conveying 
to the Executive Officers of the Louis- 
ville Plant of the American Radiator 
& Standard Sanitary Corporation, our 
sincere feeling of appreciation and 
gratitude for the splendid spirit of co- 
operation given us in our endeavor to 
conduct a cooperative employees Or- 
ganization for the purpose of giving 
financial assistance to our members. 

Be Ir FurtHer Resotvep: That in 
addition to the aforementioned co- 
operation, the Executive Officers and 
the Company have aided in our en- 
deavors materially by furnishing, 
gratis, office space and utilities. 

Be It FurtHer Resotvep: That we 
are appreciative of the generous at- 


titude of the Executive Officers and 
the Company in regard to the time of 
the employees consumed in the trans- 
action of business of the Stansanco 
Credit Union. 

Be Ir Frnatty Resotvep: That asa 
token of our sincerity in the above 
statements, we pledge wholehearted 
cooperation with the wishes of the 
Executive Officers and the Company 
and further pledge our efforts to offer 
financial aid to our fellow-workers, 
thereby, adding our small part to the 
program of Human Relations between 
Management and Worker. 

These Resolutions unanimously 
adopted at the Annual Meeting of the 
Membership of the Stansanco Credit 
Union, held in the Recreation Build- 
ing, of the Louisville Plant of the 
American Radiator & Standard Sani- 
tary Corp., on January 28, 1948. A 
copy to be spread on the minutes and 
copies sent to Mr. N. M. Reed, Jr. and 
Mr. William H. Coopper. In addition 
to these Resolutions are included 
copies of the Sixteenth Annual Report 
of the financial condition of this Or- 
ganization. 

Ns c oh chek ww aes 
Secretary 


Canadian Supply 
Branch 


Opened by Cuna Supply 

Cooperative 
Tue New CANADIAN supply branch of 
Cuna Supply Cooperative will make 
possible the direct shipments of sup- 
plies to the Canadian credit unions 
without going to the customs service 
for them. The Canadian branch is 
located at 436 Lister Building, Hamil- 
ton, Ontario, with C. Gordon Smith as 
manager. 

In the past the individual shipments 
were held by the Canadian Customs 
Service until the credit union repre- 
sentative paid the duty and picked up 
the package. The distance to the cus- 
toms office was very inconvenient to 
many of the credit unions. 

The cost of the supplies will be at 
the regular list prices. No duty will 
be added or discount given. The usual 
discount will be used to offset the 
customs duty. 


Not Enough Sense 


Everything is so senseless these days 
... even the dollar hasn’t the sense it 
used to have. 


@ I have never heard anything about 
the resolutions of the apostles, but a 
great deal about their acts —Heinrich 
Mann. 


@ A shady business never yields a 
sunny life—B. C. Forbes. 
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IT’S TOO LATE 
TO INSURE 


Offer Your Members: 


Sound Counsel and Service 


—To protect the member and not just the loan. 
—To recognize risk and insure it. 


—To inform so that members will understand their coverage and 
protection needs. 


—To provide coverage that is immediately effective. 


Dependable Coverage 


—Use the Cuna Automobile Insurance program. Claims represen- 
tatives are in every state to serve the members’ claim needs. 


For further information write Cuna or 


our Credit Union Insurance Department. 
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Employers Mutual Liability Insurance Company of Wisconsin 
Home Office: Wausau, Wisconsin 


Credit Union Insurance Department: Appleton, Wisconsin 
1948 





More Contact 
(Continued from page 5) 
ganizer resides. In event of tie, dupli- 

cate awards will be made 

Send to CUNA Organization and 
Education Department, Madison 1, 
Wisconsin, for a free Volunteer Or- 
ganizers Kit of useful materials to aid 
you in your efforts. 


Our Readers Write 


To THE EpITor: 


I would like to submit the following 
suggestion. That a poster or bulletin 
be used on the back cover of Bripce 
that would be of general interest to all 
credit unions, advertising loans or sav- 
ings or some service of the credit 
union. This sheet could then be torn 
from the magazine and posted on our. 
bulletin boards as a part of our educa- 
tional program.—L. B. Selden. 

Editor’s Comment: Thanks for your 
suggestion. The practice was used in 
1941-2-3 and was discontinued. At 
present the cost of posters are only 5c 
each in color and in a larger size. I 
believe you will find them worth 5 
cents more for publicity attraction. 
Your idea seems worthy to me and 
will be re-considered in relation to 
costs, advertising, paper and other 
considerations to be made in the de- 
velopment of Bripce. 


Coming Events 


March 13—Nebraska Credit Union 
League annual meeting, Castle Hotel, 
Omaha. 

March 13—Connecticut Credit 
Union League annual meeting, Von- 
derlieth Auditorium, Stamford. 

March 19-20-21—California Credit 
Union League annual meeting, Bak- 
ersfield. 

March 20—District of Columbia 
Credit Union League annual meeting, 
Washington, D. C. 

March 20—Kansas Credit Union 
League annual meeting, Dodge City. 

March 20-21—Louisiana Credit 
Union League annual meeting, Y. W. 
C. A., New Orleans. 

March 27—South Carolina Credit 
Union League annual meeting, Y. M. 
C. A., Columbia. 

April 3—Georgia Credit Union 
League annual meeting, Atlanta. 

April 3-4—Midwest District of Cuna 
annual meeting, St. Paul Hotel, St. 
Paul, Minnesota. 

April 9-10—South Dakota Credit 
Union League annual meeting, City 
Hall, Sioux Falls. ° 

April 9-10—Credit Union League of 
Alberta annual meeting, MacDonald 
Hotel, Edmonton. 
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Ye Know? 


YE KNOW? At our member- 
ship campaign meetin’ las’ night 
Ben Salter sez he wanted t’ go 
out an’ see folks about joinin’ our 
Credit Union, but he wuz afraid 
he didn’t know enough about the 
Credit Union Movement t’ do it. 
Now, if ye ask me, it’s a heap 
better t’ know a little about the 
Credit Union an’ tell it to many 
than it is t’ know everything 
about it an’ tell it to nobody.— 
revised from Co-op Zes Sez. 











April 9-10-11—Pennsylvania Credit 
Union League annual meeting, Ben- 
jamin Franklin Hotel, Philadelphia. 

April 10-11—Oklahoma Credit 
Union League annual meeting, Tulsa. 

April 16-17—Colorado Credit Union 
League annual meeting, Trinidad. 

April 16-17—Indiana Credit Union 
League annual meeting, Lincoln Hotel, 
Indianapolis. 

April 16, 17—Texas Credit Union 
League annual meeting, Driscoll Ho- 
tel, Corpus Christi. 


April 16-17—Minnesota Credit 
Union League annual meeting, Nicol- 
let Hotel, Minneapolis. 


April 17—Kentucky Credit Union 
League annual meeting, Hotel Seel- 
bach, Louisville. 


April 23—Massachusetts Cuna As- 
sociation Inc. annual meeting, Parker 
House, Boston. 


April 23-24-25—Ohio Credit Union 
League annual meeting, Carter Hotel, 
Cleveland. 


April 24—Tennessee Credit Union 
League annual meeting, Nashville. 


April 24—Michigan Credit Union 
League annual meeting, Book-Cadil- 
lac Hotel, Detroit. 


April 30, May 1—Ontario Credit Un- 
ion League annual meeting, Royal 
Connaught Hotel, Hamilton. 


May 7-8—Florida Credit Union 
League annual meeting, Angebilt 
Hotel, Orlando. 


May 13—Cuna Supply Cooperative 
annual meeting, Madison, Wisconsin. 


May 14—Cuna Mutual Insurance 
Society annual meeting, Madison, Wis- 
consin. 


May 15-16—Credit Union National 
Association annual meeting of the 
National Directors, Madison, Wiscon- 
sin. 


May 22—North Dakota Credit Union 
League annual meeting, Devils Lake. 
The Central Credit Union meets May 
21 in Devils Lake. 


May 29—Virginia Credit Union 
League annual meeting,’ Richmond. 

June 4-5-6—New York State Credit 
Union League annual meeting, Hotel 
Statler, Buffalo. 





Founders Club 


New Members 

Adolph Orstad, Fire Department 
Credit Union, Superior, Wisconsin. 

Sidney Smith, Wharf Workers 
Credit Union, Port of Spain, British 
West Indies. 

John T. P. Davis, Federal Deposit 
Employees Federal Credit Union, 
Washington, D.C. 

W. R. Holt, Old Hickory Credit 
Union, Old Hickory, Tennessee. 


Oh What, Oh What, 
To Do 


@ Check membership drive progress 
and get the enthusiasm for action 
sparked. 

@ Provide the new members of the 
Board of Directors and committees 
with copies of the law and by-laws. 


@ Plan a special evening meeting to 
review former actions of the Board of 
Directors that guide operations, and 
take any action needed to improve and 
modernize operating practices. 


@ Vote Brince subscription be or- 
dered for the new directors and com- 
mitteemen and any old members not 


included. 


@ Begin plans for loan publicity on 
spring house-cleaning, home repairs, 
and automobile loans. 


@ File your Internal Revenue Service 
Form 990. New state-chartered credit 
unions also must file an application for 
exemption Form 1027, if not previous- 
ly filed. Contact your league or CUNA 
if further aid is needed. 


@ State chartered credit unions who 
paid salaries or bonus amounting to 
more than $45 per quarter-year—must 
register as an employer under the So- 
cial Security Act and remit the tax. 
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Order from your league if it 


handles supplies, otherwise from 


CUNA SUPPLY COOPERATIVE, 


Madison 1, Wisconsin 





by Thomas W. Doig 


Cuna Supply is owned and operated by credit unions, through their state 
Centennial Leaflet, Ed. 37, 5¥2 by 8% inches, a ; ‘ : ; 
illustrated, $3 per 100, less member discount. and provincial leagues—to provide promotional and operating supplies. 
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OVER 32,000 

CREDIT UNION FAMILIES 
Widows, Children, and Co-makers 
have received more than 
$5,000,000.00 in clairn benefits 
to date. Millions of dollars that 
would have had to come out 

of their own pockets, at the 


time they needed it most. 
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